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1. Thank Before You Bank



Thank All Donors Big and Small

• Goal = Leave your donors with a memorable and 

favorable impression.

• Personal Touch is Best – Use the good old fashion 

Thank You Card.

• Public recognition or a public thank. 

• Recognition is a MUST for those chasing 

business/corporate donations.



For Grants and Corporate Donations

• Send a formal thank you letter to the head of the 

organization.  

• In the letter praise the contact person who helped you 

through the process.  Do this even if they  were a jerk. 

• Send a personalized thank you card or note to the 

contact person.



2. Tell Your Story



Why

• Donors want to know how their money is being spent.

• Reinforce Memorable and Favorable Impression.

• Make friends.  People can’t give to you if they don’t know 

you.



How?

• Use your local press.  

• Social media (Facebook, Twitter, Emails) – This is 

especially important for reaching the under “40” crowd.

• “Fly the Flag” – Have a brand and put it everywhere





3. Get a 501(c)3 Hook Up



What the heck is a 501 blah blah?

• 501(c)3 – Is an IRS designation for certain types of not-for-profit 
organizations.

• Some of the types of organizations eligible for 501 (c)3 status…
– Charities

– Education

– Scientific

– Sports 

– Religious

• IRS allows pass through donations.



Pros…

• Your donors can deduct gifts to your organization on 

their taxes.

• Most grant makers will only give to 501(3).

• Requires the adoption of sound management policies.



Pitfalls…

• Administratively difficult to set up and IRS approval is not 

guaranteed

• Must file annual tax returns (IRS 990 plus attachments).  

• Extra burdens and liability on board members.

• De-Certification by the IRS.



4. Every Contact is a fundraising opportunity.



How?

• Donation button on the website

• Fundraising messages and remit envelopes in all printed 

materials.

• Capture names, address, and phone numbers at all 

events.

• Have a ready to go elevator speech/money pitch.



5. Use Your Board.



Why?

• Board involvement allows staff to focus on the mission.

• Conflict of interest.

• Board Engagement = More Potential Contacts.

• Adds that important personal touch to your fundraising 

campaign. 



How?

• Board Members should be donors to your organization. 

• Recognize and publicize your board members.

• Storytellers.

• Attend Donation Ask 



Rolodexing

• Step 1 – Compile a list of potential donors – This could 
be chamber members, past donors, event attendees or 
program participants.

• Step 2 – Have board members personalize notes to 
those on the list with whom they have a relationship. 

• Step 3 – Have board members follow up with those they 
sent notes.

• Step 4 – Have board members solicit donations from 
their own contacts. 



6. Beware of the Grant Traps



The Traps…

• Most grants won’t support general operations or 

overhead.

• Grants often contain unfunded administrative 

requirements.

• Cash flow.

• Mission distraction.



When to Use Grants

• When an organization has enough non-grant cash flow 

to support basic operating expenses.

• One time projects with fixed beginning and end dates.

• When the size of the grant fits within your organizations 

financial management systems.



7. Beware of Event Traps



Pros…

• Events are a great way to make friends and generate 

publicity for your organization.

• Fun!

• Reach audiences not found through traditional means.



Cons…

• Events require lots of work.

• Attendance is always uncertain.

• Competition from other events.

• Event cost can eat into your profit and bottom line.



How to maximize your event profits …

• Push advance ticket sales

• Limit the number of free tickets or admissions.  

• Sell advertising space in event programs and materials.

• Up sell drinks.  

• Tailor your event to the demographic



8. Have a Gift Policy



Why

• Protect the organization from hidden cost and liabilities.

• Avoid conflicts of interest.

• Facilitate planned giving. 



What should a policy include

• A list of the types of gifts your organization will and will 

not accept. 

• The circumstances that gifts will be accepted.

• How gifts will be recognized and tracked.



Gift Policy Continued

• Planned giving checklist.

• Have public wish list of desired gifts.

• Consider developing a gift acceptance agreement or 

contract.



9. Upgrade Your Donors



Giving Pyramid

Friends, Volunteers, Users, Benefactors 

First Time or Occasional Donors

Annual Regular Donors

Multi Year Donors

Major Gift –

Planned Givers



10. Social Media is Your Friend



Why?

• Its Cheap when compared to other media.

• Instant feedback.  

• Easy for others to share your message.

• Younger audience.



Tools of the Trade

• Facebook - Quick and easy way to have a presence on 

the web.

• Twitter – Good for meeting strangers.

• Mail Chimp – Mail Chimp is a mostly free email 

newsletter service. Mailchimp.com
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